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3.   Reorganization and increased capital stock sale.
4.   Nonpayment for products until results of sale are receh'ed.
5.   Comprehensive system of loans and rediscounts on warehouse receipts.
As a general rule, private marketing concerns are organized strictly for private profit. As such the financing to provide equipment capital and the ordinary supply of working capital is taken care of by capital stock, while any one of the plans in the classification may be followed to provide additional funds for unusual needs. Experience has taught the more successful enterprises to seek financial independence as far as possible. In this respect, numerous cooperative marketing companies, with the exception of certain ones in California and in a few other sections of the country, have much improvement to make. Farmers as a rule have not had the particular kind of business experience which emphasizes the dangers of a keenly competitive regime. Hence they frequently do not appreciate the extent to which middlemen attempt to underbid competitors. It is not perhaps appreciated that the potential possibilities of farmers combined in effective marketing organizations, like the California growers of various products and the Canadian Grain Growers, represent forces which are not desired by private competitors. Restriction of credit or financing is one means of weakening an otherwise powerful competitor. Only by realization of the tremendous controlling power of the service of financing will farmers be led to appreciate the value of financial independence in their marketing organizations.
For marketing concerns which have otherwise failed to secure adequate financing there is the possibility of delaying payment until proceeds of sale are received. While private middlemen have practiced this scheme in the past, few do so at present. Farmers know that a strong competitor is capable of paying in advance either because of the amount of capital employed or because advances or loans are obtained upon